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February Sales Seen as 70,000; 
3 States and D. of C. of C. Top 1932 


AT LOUISVILLE PLANT 


Louisville, Ky., March 13,—With 
250 workers added to the pay roll 


| New Hampshire Sotas, Viesan thal Honor Roll of States Exceed- 


ing Sales of February Last Year; Bank 
Holiday Has Effect 


Detroit, March 13.—One more state, New Hampshire, 





Detroit, March 13.—“While I am not in the least tempted 
to belittle the temporary modification of our operating 
schedules,” said K. T. Keller, president of Dodge Brothers 
Corporation, in an interview today, “I can see how this 
latest financial inconvenience through which we are now 
passing has again proved the stability of the automobile 
business. ae 





at the Louisville assembly plant of 
Ford Motor Company on March 8, 
a total of 1,250 were at work, with 
indications that others would be 
shortly added, in view of the fact 
that this assembly plant is now fur- 
nishing cars for a considerable ter- 


joins the honor roll of those which report passenger car 
sales for February in excess of those of the same month last 
year. New Hampshire in February recorded the sale of 272 
passenger car units, against 256 sold in the same month of 


: —$ 1932. 
PLYMOUTH SALES 





Returns have now been received 
for eleven states and the District 





“All during the bank holidays, | 


proclaimed first in Michigan and 
then in other states, right up to 
the day when the administration 
took the first decisive steps toward 
the re-establishment of normal busi- 
ness, Dodge dealers’ retail deliveries 
of Dodge and Plymouth passenger 
cars and Dodge trucks not only held 
their own, but actually continued 
the upward movement that has 
marked the business of our organi- 
zation for fifteen weeks so far this 
season. Even our latest sales report, 
covering the week ended March 4, 
showed a rise of 83 per cent. in 
passenger car sales and an increase 
of 11.8 per cent. in truck deliveries. 

“Therefore the focal point of in- 
terest here at the factory is not a 
lack of orders, but temperary inabil- 
ity of dealers and customers to bring 
their financial resources into action. 
I do not believe this conditiion will 
show as a permanent loss when the 
activities of the year 1932 are 
counted. Because the slow-down 
came at a moment when dealers 
were cleaning house, so to speak, in 
preparation for the seasonal busi- 
ness peak, the time for which is still 
ahead of us. 

“Nor is my expectation of a satis- 
factory spring business based on 
personal enthusiasm alone; it is 
borne out and shared by hundreds 
of Dodge dealers who have been wir- 
ing statements from all parts of the 
country. These men are in closest 
possible touch with the market in 
their territories, and they are prac- 





(Contnued on Page 2) 


CONTINENTAL GARAGE SURVEYS 
REVEALS BUYERS’ REFERENCES 


PONTIAC EIGHT SALES 
SHOW SHARP RISE 


Pontiac, Mich., March 13.—Ex- 
actly 200 more Pontiac cars were 
delivered to buyers in Detroit and 
Wayne county during January and 
February of this year than were | 
sold here in the corresponding 
period of 1932, it was announced to- 
day by A. E. Schreiber, sales man- 
ager of the Pontiac retail store. 

“Four hundred and twenty-one of 
the new Pontiac economy straight 
eights were sold here during the 
two-month period, against 221 in 
the first two months of last year,”| 
said Mr. Schreiber. 

“Due, largely to the local bank- | 
ing moratorium, Pontiac sales in | 
February totaled only 173, as against | 
248 in January. However, this figure 
sufficed to maintain Pontiac by a 
very comfortable margin in third 
place in sales volume, the position | 
which it has occupied in Wayne 
county ever since the first of the | 
year.” 


DES MOINES NEW CAR 
SALES CONTINUE GAINS 


Des Moines, Ia., March 13.—De- 
spite the bank holiday, which ham- 
pered finances during the week 
ending March ll, thirty-five new 


(Continued on Page 8) 














Detroit, Mich., March 13.—“How much does it cost to 
operate?” is the first question in the minds of seven out of 
ten automobile purchasers today, according to F’. L. Hockel- 


man, vice-president in charge of 


mobile Company. 

“The Continental survey of 58,000 
independent service stations and re- 
pair garages in the United States 
produced 9,500 replies, which reveal 
beyond a doubt that operating and 
service economy is the primary de- 
mand of today’s motor car buyer,” 
Mr. Rockelman said. “The report 
of our survey, which has just been 
handed to me, establishes the fact 
that more than 75 per cent of the 
potential prospects for automobiles 
Place economy as the determining 
factor in the selection of a motor 
car. 

“Of course, performance, beauty 
and mechanical features play their 
part in the final determination. But 
when we find that performance is 
the primary consideration to only 
27 per cent. of the buyers and that 
beauty and mechanical features are 
important to 6 per cent, and 3 per 
cent., respectively, it is clear that 





of sales of Continental Auto- 


the American public is today buying 
its automobile transportation on a 
hard-headed, cents-per-mile basis.” 

That this preference for economy 
is backed up by an actual buying 
interest is obvious from another 
part of the questionnaire. More 
than 65 per cent. of the 9,500 out- 
lets contracted revealed that cus- 
tomers were actively talking about 
buying new cars. 

“This consumer interest, coupled 
with the demand for economy,” con- 
cluded the Continental executive, 
“explains the great strides that have 
been made in the low price field in 
the last few months. And it is a 
forecast of the popularity that will 
be enjoyed by those automobiles 
costing less than $500, when manu- 
facturers offer the public the maxi- 
mum in operating effeciency and 


(Continued on Page 6) 


ritory, formerly served by several 
smaller assembly plants in the | 
South. Except for the banking 
holidays the plant would, it is said. 
be running with a much larger 
force. It was reported that about 
200 workers were added Tuesday 
and that the force will be gradually 


CONTINUE GAINS 


Detroit, Mich., March 13.—Based 
on automobile registration figures 


thus far available 
for 1933, Plymouth 





stepped up. has increased its 

Lee L. Miles, president of the percentage of the 
Louisville Ta:icab and Transfer low-price i field 
Company, one of the largest con- from 9.1 per cent. 
sumers of autos in the South, took during January, 


1932, t» 21.6 per 
cent. for the same 
period in 1933, ac- 
cording to a state- 
ment issued here 


the first ten V-8 cars coming from | 
the assembly lines, through a local 
dealer, for use in his local taxi 
service, and it was stated that of 
the first 100 V-8 jobs assembled 





| here, the other ninety would go to} today by H. G. 

the local retail outlets. H. G. Moock Moock, general 
sales manager of Plymouth Motor 
Corporation. 


N. A. C. C. FEBRUARY 


“At a time when the entire auto- 
mobile industry is slightly behind 
OUTPUT 88, 541 | its 1932 volume, the gain registered 
by the so-called ‘Big Three’ is par- 
ticularly significant,” said Mr. 
New York, March 13.—The effects | Moock. 
of the banking situation upon in-| “Latest available registration fig- 
dustrial operations were discernible | ures, which embrace thirty-nine 
in the preliminary estimate of | states, show that the three leaders 
February motor vehicle production |in the low-price market registered 
of members of the National Auto- | 45,823 cars in January of this year, 
mobile Chamber of Commerce, re- | against 43,870 in 1932. 
leased today. “Last year, in January, Plymouth 
According to the chamber esti-| registered 3,976 cars, against 9,901 
mate, the output of its members last | for January of 1933, an increase of 
month amounted to 88,541 cars and/|149 per cent., which turned what 
trucks, which was a decrease of 22/| would otherwise have been a decline 
per cent. under the production for|for the ‘Big Three’ into a modest 
the preceding month, and 19 per | gain. 
cent. under that for February, 1932. “At the same time, Plymouth, 
Production of the chamber’s mem- | which secured but 5.4 per cent. of 
bers for the first two months of this 
year would amount to 202,403 units | 








(Contnued o on Page 7) 





of Columbia. Three states and the 
District managed to show gains over 
February of last year. This record 
was made before the national bank- 
ing holiday began, but it shows a 
tendency toward sales gains in vari- 
ous individual states, which is con- 
sidered here to be significant of 
what may be looked for now that 
the banking situation has been 
ironed out, 

Sales of new passenger automo- 
biles in February were estimated at 
68,000 to 70,000 units by R. L. Polk 
& Co. in its weekly motor car sales 
report made public today. This 
compares with registrations of 82,- 
813 in February, 1932, and an indi- 
cated total of 90,000 in January, 
1933. 

New truck sales in February were 
estimated at 9,000 units, as com- 
pared with 14,558 in February, 1932, 
and 11,000 in January, 1933. The 


(Continued 0 on Page 6) 


WAYNE COUNTY SALES ° 
AFFECTED BY HOLIDAY 


Detroit, March 13.—So long as 
banks outside of Michigan were run- 


ning, Wayne county registrations 
held up and even showed increases. 
But when the national holiday 
started the automobile business in 
this area was hard hit, 

Returns for the week ended last 
Friday show a titling of only 233 
cars and 13 trucks, as against 513 
cars and 27 trucks the preceding 
week. 





on the basis of this estimate. 

The operations of one large pro- | 
ducer are not accounted for in the | 
estimate, 


DODGE CHICAGO | 
SALES HOLD FIRM 


Chicago, March 13.—Progressively 
increasing business for Dodge deal- 
ers of the Chicago region is re- 
ported by L. D. Cosart, regional 
manager of Dodge Brothers Cor- 
poration. 

While retail deliveries of Dodge 
and Plymouth passenger cars and 
Dodge commercial cars and trucks 
made by Dodge dealers of the region 


Atlanta, Ga., March 13 (UTPS).— 
Although the “bank holiday” situa- 
tion has paralyzed the used car bus- 
iness for the time being, if there are 
degrees of paralysis, it may be said 
that they are less paralyzed than 
are new cars. 

In other words, the situation as 
regards used cars appears to be 
slightly more hopeful, and the pos- 
sibilities of a recovery more rapid 
than in the case of the new car 
business, which has gone to pot so 
badly that a number of dealers are 
using the holidays to hold sales- 
men’s meetings rather than to try 
to sell cars on an almost lifeless 
market. It has been estimated by a 
local dealer that the buying power 
of the public today is only 40 per 
cent. of what it was last year at 
this time—and that was before the 
bank moratorium set in. 

As regards stocks of used cars, the 
situation varies according to whether 
one has medium or high-priced cars 
for sale. Last February the supply 
of used cars in the hands of medi- 
um-priced dealers was relatively low 
—in fact, some of the dealers had 





(Continued on Page 2) 


CHRYSLER IMPROVES 
STANDING IN SALES 


Detroit, March 13.—Official regis- 
tration figures from twenty-nine of 
the forty-eight states for January, 
1933, show that Chrysler-Plymouth 
sales ranked fourth in the industry 
in that month, as agaiust sixth for 
January, 1932, according to a state- 
ment by the corporation today. 

The sales of Chrysler cars alone 


(Continued on Page 8) 


Used Cars Moving Best ir in 
Atlanta With Banks Closed 


to comb the high grass in order to 
supply the demand. 

Naturally, feeling that the bottom 
of the depression had been reached 
—that history would repeat itself— 
and what other old stand-bys have 
you, these gentlemen accepted used 
cars fluently and with fervor, say- 
ing to themselves that they would 
reap a harvest in the spring. 

They didn’t, unfortunately. Or at 
least, they haven't yet, though this 
gives indications of being one of the 
latest spring seasons on record. 

So these dealers are left with from 
40 to 60 per cent. more cars than 
they had last February, and are 
wondering what they can do next 
to get rid of them. The public, 
meanwhile, is selecting another 
spare part from the nearest junk- 
yard and continuing to drive its 1926 
model. 

Dealers in higher-priced cars were 
not so caught. MHigh-priced used 
cars cost money, tie up a lot of 
money, and they believed it was bet- 
ter to be safe than sorry. So in 
these instances, stocks are as low a$% 


(Contnued on Page 4) 
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Dodge President Reports 
Business Outlook Improved 


(Continued 


tically unanimous in expecting a 
normal and even increased business 
to come the moment the country’s 
financial machine begins to turn 
again. 


The market that absorbed the 


output of our plants at a satisfac- | 


tory rate as late as two or three 
weeks ago is still there. It will 
function again, because there has 
been no change in the public’s con- 
viction. that the purchase of one 
of the new cars is, after all, the 


soundest kind of imvestment, less 
subject to ‘freezing’ than any 
other.” 

Here is random selection from 


the telegrams mentioned by Mr. 
Keller in the interview: 

“Our annual automobile show 
opened cn the ninth and had largest 
attendance in years. Dealers and 
visitors were optimistic, the trend 
of talk being that when the situa- 
tion cleared up, they would buy 
cars. Do me the special favor to 
see that the G43 and two black 
eights which we have on order with 
you now leave the factory Friday, as 
we have promised delivery in six 
days.—Dan O’Dea, Lowell, Mass.” 

“I am sure when the bank situa- 
tion is cleared up, ‘ve will have an 
exceptionally good month. I per- 
sonally called my dealers today. 
They, as well as ourselves, are very 
optimistic. We have written eleven 
orders since the moratorium.—C. D. 
Seiler, Cincinnati, O.” 

“Conditions are brighter in Beau- 
mont today than at any time in four 
years. 
Street talk is good. All express 
100 per cent. confidence. Told my 
organization this morning that the 
lid is off from now on, that I felt 
sure we were on the upgrade and 
ready for more deals.—Ben D. Jack- 
scn, Beaumont, Tex.” 

“Business sentiment in Philadel- 
phia seems to be more optimistic 
than it has been for some time. 
Every one anxious to do business. 
We have had more activity on new 
cars, trucks and used cars in the 
last few days than we have had for 
weeks. Customers are just waiting 
until the government makes some 
statement regarding the business 
situation. This done, people will feel 

better than for some time.—George 
Thornton, Thornton-Fuller 
mobile Co., Philadelphia, Pa.” 

“Orders so far this week two- 
thirds of week ago, with possibility 
of equaling last week’s business. De- 
liveries this week already equal last 
week's. Public not unduly alarmed. 


From interest shown this week ex- | 


pect to do great business when pres- 
ent situation clears.—Massachusetts 
Motor Company, Boston, Mass.” 

“Good feeling and optimism pre- 
vail here. Prospects who were plan- 
ning to purchase soon still favorable. 
Have had no cancellations due to 
bank holiday. Prospeets good for 
fair spring business.—Coliseum Mo- 
tor Company, Casper, Wyo.” 

“People we contact with are very 
optimistic. Marked pick-up in in- 
terest apparent. Making sales and 
deliveries daily. Expect anticipated 
March business as 
open and increased business in near 
future-—McCormick & Bishop, New 
York.” 

“The situation here is more hope- 
ful than at any time for several 
weeks. Advances in raw commodity 
prices also are encouraging. Should 
see considerable stimulation in busi- 
ness.—-Riegel Bros., Spokane, Wash.” 

“People here in better spirits than 
for past six months. Have some 
very fine prospects for business 
when banking situation elears. We 
are taking advantage of the oppor- 
tunity that we believe will exist by 
putting on extra effort.—Graham, 
J. M. Harrison & Co., Atlanta, Ga.” 

“People here show lots of confi- 
dence in present 
coming forth with constructi e 
legislation. Our banks in good con- 
dition. Will open as soon as per- 
mitted. We propose to keep up our 
efforts.—Preston & Blair Co., Idaho 
Falls, Ida.” 

“Business sentiment in Washing- 
ton is optimistic for the future. 
Indications are that when banks 
resume normal operations, we will 
get a steady increase in automobile 
business. Have unloaded sixty cars 
and have eighty more on order, to 
prove our optimism. We like to 


have these shipped at once as we | 


People are full of optimism. | 


Auto- | 
| 


soon as banks | 


administration | 


from Page 1) 


j;are anxious to keep going—The 
| Trew Motor Company, Washington, 
D. C.” 

“Have checked carefully. People 
here accepting bank holiday in gen- 
uine American spirit. Large mer- 
chants are optimistic. They are 
increasing stocks. Have sold since 
holiday seven new Dodge and Plym- 
outh retail, four wholesale, ten used 
cars. Personal opinion is that if 
government passes satisfactory legis- 
lation we in the Pacific Northwest 
are due immediately for better con- 
ditions."—W. W. Shipley Company, 
Portland, Ore. 

“We are thoroughly convinced 
from our contact with civic organi- 
zations and men engaged in all lines 
of business that people’s confidence 
is now restored. Bright future 
ahead with silver and wheat up.”— 
Lyman Traher Motor Company, Salt 
Lake City, Utah, 

“Before bank holiday was declared 
San Francisco banks were in satis- 
factory liquid condition. The same 
banks have met conditions since 
holiday in satisfactory manner. 
With just a little more good news 
from Washington and the opening 
of banks generally, I believe San 
Francisco will be one of the bright 
business spots in the country. Our 
people will be the last to become 
hysterical. ‘Frisco labor has acted 
marvelously and will continue so. 
Leading banks have met pay rolls 





60 per cent.”—J. E. French, San 
Francisco, Cal. 
“Sentiment for immediate _re- 





sumption of business in Syracuse 
very good. Have checked with own- 
ers of department stores and com- 
petitive dealers, and optimism pre- 
vails. All stores open and accepting 
checks. Have delivered six used 
cars and taken a number of retail 
and wholesale orders for new cars 
and trucks. There have been no 
cancellations. People talk about 
puchasing cars. Believe we will de- 
liver our full March quota. Will 
accept all cars and trucks on order. 
—Forsythe & Gale, Syracuse, N. Y.” 


CONTINENTAL SUES 





York, March 13.—On Feb- 
lruary 21, 1933, 
| Divee Company filed a suit in the 
United States District Court for 
|New York against the International 
|Harvester Company of America, 
| alleging infringement of patents re- 
to house-to-house delivery 


New 


| lating 
trucks. 
Continental-DiVco Company pio- 
| neercd the motorized house-to- 
|house delivery field years ago 
|through their predecessor in busi- 
jness and their business has grown 
|rapidly. As an outgrowth of their 
|early work in this field, they have 
acquired patents which they regard 
as basically covering the low aisle 
or platform type of delivery truck, 
which permits the operation of the 
vehicle from a sitting or standing 
| position. 
John Nicol, 


| 
| 


vice-president and 
explained that the pending infringe- 
ment suits against Ford Motor 
Company and International Har- 
vester Company of America are in 
keeping with the established policy 
}of the company to energetically 
enforce their patent rights. Mr. 
| Nicol further stated that additional 
suits against other alleged infringe- 
|ments were planned in the near 
| future. 


FISK RUBBER RECEIVER 


Chicopee, Mass., March 13.—E. F. 
Burke, agent of the receiver for 
Fisk Rubber Company, today vigor- 
|ously denied widespread reports that 
the Chicopee Falis plant will soon 
dismiss its entire force of nearly 
800 employees. Burke admitted the 
company has called in its traveling 
salesmen and one auditor, but at- 
tributed this to the bank holiday. 
He said the recalled workers will 
resume operations as soon as the 
bank situation is cleared up. 





general manager of the company, | 


DENIES PLANT WILL CLOSE | 





HARVESTER COMPANY 


the Continental- | 
| reducing the capital represented by 





| FINANCIAL NEWS 


WESTINGHOUSE 

Pittsburgh, March 13. — Westing- 
house Electric and Manufacturing 
Company reports for 1932 net loss 
after depreciation, subsidiaries’ 
losses and adjustment of foreign ex- 
change values, of $8,903,540, com- 
pared with a loss of $3,655,660 in 
1931. 

After adjustments of $5,557,898, 
including $708,142 provision for the 
decline in value of securities; $3,575,- 
188 adjustment in accounts receiv- 
able from the Radio Corporation of 
America; $902,407 deposit with West- 
inghouse annunity trust and $372,162 
miscellaneous writedowns, surplus 
before divdends was $64,588,886. 
After dividends in the amount of 
$2,524,089, surplus on December 31 
amounted to $62,046,797. This has 
since been further reduced through 
the payment to stockholders on 
February 20 of a dividend of one- 
half share of Radio Corpora- 
tion stock for each Westinghouse 
share held, requiring an outlay of 
$11,043,341. On December 31, 1931, 
surplus amounted to $79,050,324. 


STEWART-WARNER 

Chicago, March 13.—Consolidated 
balance sheet of Stewart-Warner 
Corporation, as of December 31, 1932, 
certified by independent auditors, 
shows current assets of $6,213,127 and 
curent liabilities of $782,892, com- 
paring with $9,250,867 and $947,764, 
respectively, at end of the preceding 
year. Cash and United States gov- 
ernment securities valued at the 
lower of cost or market amounted to 
$2.499,377, compared with cash, 
bankers’ acceptances and United 
States government securities of 
$4,383,736 on December 31, 1931. 


EATON MANUFACTURING 

Cleveland, March 13. — Balance 
sheet of Eaton Manufacturing Com- 
pany (formerly Eaton Axle and 
Spring Company) and subsidiaries, 
as of December 31, 1932, shows cur- 
rent assets, including $2,023,433 cash 
and marketable securities,.amounted 
to $4,516,437, and current liabilities 
were $605,371. comparing with cash 
and marketable securities of $2,885,- 
142, current assets of $6,179,622 and 
current liabilities of $900,155 in 1931. 


U. S. LEATHER 
New York, March 13.—Stockhold- 
ers of the United States Leather 
Company at a special meeting called 
for April 5 are to vote on a proposal 
for a cut in capital to $13,003,722 by 





the shares of Class A stock to $12.46 
a share from $31.80 and by reducing 
capital represented by common 
stock without par value to $3.92 
from $10. 


‘DODGE CHICAGO 
SALES HOLD FIRM’ 


(Continued from Page 1) 


| during the week ending February 





18 exceeded the preceding week's 
business by 7 per cent., the week 
ending February 25 overtook the 
business of its preceding week by 
37.2 per cent. The week -ending 
March 4 did still better, with a 41.6 
per cent, rise over the preceding 
week’s delivery volume. 

“While the banking holiday ma- 
terially had a braking effect on 
actual deliveries in the region,” ex- 
plains Mr. Cosart, “the dealers 
themselves regard the state as tem- 
porary and certain to be compen- 
sated by accelerated buying as soon 
as banks reopen for busimess. A 
fact to which considerable signi- 
ficance attaches just now is the 
almost total absence of order can- 
cellations on the part of dealers’ 
customers.” 


CHEVROLET BASE PRICE 
$445 FOR THE STANDARD 





In a recent issue of Automotive 
Daily News the base price of the 
new Chevrolet standard model was 
quoted in the headline as $455. This 
is the price of the coach job, but the 
actual base is $445 for the caupe 
model, as it appeared in the body of 
our story. 
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Chris Sinsabaugh 


Detroit Editor 





HE chap who wrote “Casey At the Bat,” made famous 
by De Wolf Hopper, winds up with “somewhere the 
sun is shining” after he tells how mighty Casey struck out. 
That “somewhere the sun is shining” seems to apply 
to the South so far as the automobile industry is concerned, 
for Joe Frazer, general sales manager of Chrysler salcs, 


comes back from a ten-day trip through the Southeast, con- 
vinced that “thar’s gold in them thar hills.” And he says 
this even though the latter part of his trip was during the 
national banking holiday. 


” 

QUOTING FRAZER, he says: “The South is coming 
back and coming back fast. It is finding money to replace 
worn-out motor cars and in spite of the banking holiday it 
is going to buy briskly. It is my impression that the people 
of the South feel that this financial adjustment had to come 
and that they are very much relieved by the intelligent and 
forceful way it has been handled at Washington. Now that 
the worst is over, there is a new birth of confidence.” 

Frazer hit New Orleans at Mardi Gras time and he says 
he never has seen the carnival spirit higher. From New 
Orleans he went to Florida, where he found a very encourag- 
ing condition. In Miami he says the race track made a new 
high record for the amount of money wagered on the day 
he was there. There were more visitors at the resort than 
at any previous time in four years. Tampa and Jacksonville 
likewise showed plenty of confidence in the motor car busi- 
ness. 


* * 


* * *” 


The high spot came in Atlanta when Harry Somers, 
veteran dealer there, received ten carloads of Chryslers and 
Plymouths the day Frazer was there. Two carloads were 
sold the same day, being handled by a credit company. In 
Savannah the Chrysler dealer delivered three cars in one 
day at retail. 

“The South has found a way to make its crops at less 
expense than ever before. That means it is going to make 
money and when it makes money it is going to spend liberally 
for motor cars,” is his deduction. 

* e * 

TURN ABOUT is fair play, eh? Lowell Thomas, news 
commentator for Sunoco’s quarter-hour on the Columbia 
network, often quotes from Automotive Daily News in his 
air talk, so this column feels free to repeat Thomas’ windup 
of a recent broadcast which has an automobile flavor. 

A customer had gone to a Sunoco filling station asking 
how he could rid his dog of fleas. ‘Easy,’ says the propri- 
etor. “Take a half and half mixture of Sunoco gasoline and 
vil and rub it on the dog. That'll fix ’em.”’ And the next day 
the customer phones that he used the mixture bt that the 
dog was running frantically around the room and he couldn't 
do anything with him. 

“What’ll I do?” he asked. ‘Let him keep running but 
change his oi) every 500 miles,” was the advice given. 

* * of 

“We are looking to have our Woodin money before 
Friday. If not I expect to equip the Callahan family with 
tin beaks and let them go out and peck in the streets with 
the rest of the sparrows,” is the way our own Bill Callahan 
on the news desk in A. D. N.’s New York office planned to 
do before President Roosevelt turned the key that unlocked 
the bank doors. 


* - * 


HERE I HAVE been writing “Sparks” daily more than 
two years and hollering about the grind! And then I pick 
up a letter from Frederick C. Russell of Hartford, Conn., who 
has been writing the syndicated daily newspaper feature, 
“John Smith and His Car,” for ten years. Russell enclosed 
his 500th letter and figures that in the ten years he has 
written a half million words about “John Smith”—about 


six full length novels. 5 : 
Naturally Russell gets barrels of fan mail because his 
ion and they look on him 


letter is written for owner consumptl 
as a father confessor. ‘ 

“The letters from readers ask everything from what makes 
the motor knock to what causes the wheels to shimmy,” says 
Frederick C. “But almost invariably there’s an admission of 
carelessness in the operation of their cars somewhere between 
the lines. I find suspicion of the repairman, fear of impend- 
ing trouble, contempt’for other drivers in those letters. 
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Retail Salesmen 


This department is devoted to the interests of the retail sales divi- 
sion of the industry. Salesmen, this is your department. Automotive 
Daily News wants you to get something from this department that will 


help you in your work on the firing line. 


It wants you to pass on 


your own experiences, success, failures to help your brother salesmen. 
Send in your story in the form of a letter, or even a postal card, and 


let us get it ready fer publication. 


Your achievement or your mistake 


may help another salesman to make sales or avoid errors that cost 


you commissions. 


Dealers read this page. Give us the benefit of your reactions on 
these problems that affect the work of your salesmen, the men on the 
Ciring line, the men who bring home the bacon or don’t, 


Dealer Indifference to Service 
Profits Great American Tragedy 





BY E. M. 





LUBECK 


Dealers Service Bureau 
The Automotive Daily News is to be commended for its 


many editorials and new items on service. 


For a consid- 


erable period you have spent time and energy in editorial 
work and devoted much valuable space in your campaign in 
which you have pointed out the profit possibilities of a well 
equipped and well managed service station for the automobile 


dealer. 


While you have not exactly called the opportunity 


“profit possibilities,” I would say that you have been rather 


fiat footed in your editorials 


even to the extent of stating 


that profits are absolutely assured to any dealer who will set 
his house in order and go after the service work as he should. 


I agree with you 100 per cent., 0 OO - 


which I want to add that any dealer 
who will look at his present set-up 
and compare it with those who have 
gone after the service work and are 
securing the profits from service 
cannot argue one way or the other, 
but what service in 1933 will bring 
him more profits than he will ever 
get from his sales department, re- 
gardless of what car he may be 
selling. To this I must also add 
that in order to get service work 
coming in he must by all odds adopt 
a plan which will bring the owner 
in and then be equipped so as to 
actually give service in the quickest 
possible time. 

During the past year we had the 
opportunity of seeing a great many 
dealers get into service work as they 
should. We have seen them change 
their service from red to black. We 
have seen them smile at alley garage 
and super-service station competi- 
tion and actually get back into their 
places of business owners of cars 
they haven't seen for a year or 
more and even less, many of whom 
have forsaken the alley garage and 
the so-called super service station. 

But regardless of your editorials 
and all the stories of successful ser- 
vice minded dealers which have 
appeared in your columns there are 
thousands of dealers all over the 
country who still ignore the cautions 
which you have flung so wide and 
far and still hope as they sit in their 
offices twiddling their thumbs or 
stand in their show room windows 
hoping that sales will suddenly in- 
crease and that their business is 
going to be kept alive by the sales 
of new cars when every one of them 
knows that to make a Sale this year 
it means outbididng some competi- 
tor—buying the trade deal as it were 
and sinking some of their all too 
limited capital in a sad and sordid 
array of used cars, every one of 
which gets older and more shop 
worn every day. 

Just when this mistaken idea is 
going to stop is hard to say, not- 
withstanding the fact that in every 
city of the country dealers are pass- 
ing out of the picture, dropping out 
like leaves falling from the trees in 
the fall. Each who falls out is a 
victim of his own viewpoint. Each 
hoped that sales would start. The 
story of each dealer is the same. A 
struggle by day, spending hours 
thrashing out some detail involving 
the sale of a new car with a trade 
in just to beat out some competitor 
and then to wake up the next day 
and find some more of his actual 
cash tied up for a good long time. 
It might be called the great Ameri- 
can tragedy. 

It seems strange how little these 
dealers seem to realize that the 
same amount of thought and energy 
spent in losing money in sales could 
be spent safely in improving the 


service facilities, getting the best 
service men possible to join the 
organization so as to give the owners 
real service. I know it will ,reward 











them because not only will they be 


able to give the best service in town | 


but it is a well known fact that the 
best service in any city in the 


country will also create better sales. 
The outstanding dealer in any city 
is not only the one who has facilities 
for the best service, but actually 
with better service and courtesy to 
every owner, has the advantage of 
sales. Owners do not want service 
for nothing; they will pay for it. 
The General Motors investigation of 
four years ago, during which time 
hundreds of thousands of owners 
all over the country were ques- 
tioned, showed conclusively that 
owners refuse to go back to the 
dealer from whom they bought the 
car for at least two of many other 
reasons, one of which was the lack 
of service, and the second, almost 
equaly important, the lack of in- 
terest on the part of the dealer in 
the owner and the car which the 
dealer sold him. A great many 
dealers today wish they had adopted 
a better service plan, for they have 
seen the_ successful dealer make 
sales through his contact with the 
owner and his car. 

Perhaps no better example of 
what service means, let us look at 
Fuller in Boston. Fuller’s reputa- 
tion was not the Packard car. It 
was Fuller service. Fuller service 
made Packard in New England. 
Fuller was the outstanding dealer 
in New England. Look at Al Gol- 
den in Reading, Pa. Neither Oak- 
land or Pontiac made Al Golden. 
Golden, because of his interest in 
the owner after he sold the car, his 
service and Al Golden’s follow up, 
put Oakland and Pontiac on the 
map. Check up on Haberman, the 
veteran Chevrolet dealer in Marion, 
O., and others throughout the 
country, whose sales records have 
been high, but whose sales have 
been incidential to service. Space 
does not permit going over the en- 
tire list, but it is such men who are 
going to stay in the automobile 
business because they are becoming 
more firmly intrenched day by day 
because of their catering to the 
needs of the owners to whom they 
have sold cars. 

Let me give you a real close up of 
why sales will come from service. 
A few years ago, A. R. Glancy, then 
president of the Oakland Motor Car 
Company went to visit his mother 
in Washington, D. C. During the 
visit the matter of an oil burner was 
discussed and Glancy decided to pre- 
sent his mother with one. At his 
own home Glancy had three well- 
known burners in operation. The 
results he was getting were wonder- 
ful, but on checking up on the deal- 
er of that same make of burner in 
Washington, Glancy learned that 
the dealer was woefully weak on 
service. He also found out that a 
dealer of another burner which was 


(Contnued on Page. 4) 
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|GUEST LIABILITY BILL 


BEFORE N. J. LEGISLATURE 


Trenton, N. J., March 13.—The 
automobile guest liability bill spon- 
sored by insurance companies, has 
been introduced in the New Jersey 
legislature: 
| “That no person riding in, enter- 
ing upon or alighting from a motor 
vehicle as a guest, without payment 
for such transportation or without 
obligation to pay for such trans- 


portation, nor his personal legal rep- 
resentative, estate or heirs in the 
event of the death of said guest, 
shall have a cause of action for 
damages against the owner or op- 
erator of said motor vehicle for in- 
jury, death or loss in case of acci- 
dent, unless such accident shall have 
been caused by wilful and wanton 
misconduct on the part of said own- 
er or operator provided, however, that 
nothing in ‘this act shall relieve a 
public carrier or am owner or op- 
erator of a motor vehicle, while the 
same is being demonstrated to a 
prospective purchaser, from respons- 
ibility for any injury sustained by a 
passenger being transported by pub- 
lic carrier or by such owner or op- 
erator while so demonstrating such 
motor vehicle. 

“That in the enforcement and ad- 
ministration of the provision of this 
act, it is the intention of the leg- 
islature that the defense of contrib- 
utory negligence shall not in any 
case be abrogated.” 


This Is Your ur Page 











Dealer Activities 





PHILADELPHIA 


Bury & Holman, Inc., 1415 North 
Broad St., have been appointed 
dealers in De Soto and Plymouth 
cars. Mr. Bury, who heads the new 
firm, dates his Philadelphia automo- 
bile experience from 1923, when he 
started as a retail salesman. Later 
he served successively as a branch 
manager, assistant sales manager, 
used car manager and general sales 
manager. Prior to coming to Phila- 
delphia, Mr. Bury made his start in 
the automobile business on the Pa- 
cific Coast, as far back as 1920, and 
has been in the business continu- 
ously ever since. Val B. Holman is 
associated with Mr. Bury as vice- 
president, and Charles Z. Klauder, 
Jr., as secretary and treasurer. 

. * 

J. E. Henry, identified in the auto- 
mobile industry for twelve years and 
for the last ten salesmanager for a 
well-known northern Philadelphia 
Buick dealer, has been appointed 
salesmanager of the West Philadel- 
phia Buick-Pontiac Co. 


PITTSBURGH, PA. 


R. E. Loughney, who was distribu- 
tor for Reo cars in this district until 
a short time ago, has been appointed 
a direct factory dealer for De Soto 
and Plymouth automobiles, and will 





Our Leading Dealers and How 
They Gat That Wa 





A series of brief biographies of outstanding motor car 
and truck merchants. 





THE 


ROBERTS 


of Roberts Motor Company, Portland, Ore. 


pany of Portland, Ore., 


commercial motor vehicles. 


the partnership of the Roberts Mot- 
or Company 
incorporated in 1917. 

As O. W. Roberts is a machinist 








O. W. Roberts 


mechanical! engineer, it has followed 
naturally that the business of the 
organization develops from the re- 
pair and service departments to the 
salesroom. In the early days repair 
work was the major activity and it 


has continued to be of great im- | 


portance ever since. As H. W. Rob- 
erts, general manager puts it: 
“In times like these, service and | 
parts carry the business, as their | 
volume has not fallen off anywhere | 
nearly as badly as have truck sales.” 
During the past ten years the 
Roberts Motor Company has occu- 
pied its own one-story building, 
100x200 feet, the location of which 
started a new center for the truck 
distribution business in Portland. 
Nearly all the well-known truck 
companies now have branches or 
dealers in this neighborhood. 
While the Roberts organization 
has always pushed service and parts 
work, sales have come in for their 
share of attention. This is indicated 
by the fact that the company has 
sold 2,100 new trucks during its 
twenty-two years as a truck dis- 
tributor, 
The company has taken an active 


was formed. This was | 
| It now contributes to the efforts put 


forth by furnishing the secretary of | 


The beginning of what is now the Roberts Motor Com- 
Federal truck dealer, dates from the 
day that O. W. Roberts started in the business of servicing 
This was in 1911. 
occasionally helped factory representatives make dealer cpon- 
tacts and sales until the fall of 1913, when he established a 
contact for himself to handle a line of motor trucks. 


It was in the spring of 1914 thato———_________— 
H. W. Roberts joined his father and | 


Mr. Roberts 


part in all civic matters, especially 
those concerning the use of trucks. 


the Automobile Dealers’ Association, 
the president of Allied Truck Own- 
ers, Inc., which have carried on a 
hard and winning fight for truck 
owners in the last election and are 
now protecting the interests of truck 
operators at the session of the state 
legislature. H. W. Roberts is also 
chairman of the local section of the 





H. W. Roberts Rotary | Club. 
and H. W. Roberts is a graduate | 


S. A. E., is on the Federal Motor 
Truck Company’s dealer advisory 
committee and a member of the 


Other cars 





| 


America’s Most Ec 


open his new headquarters at 5550- 
56 Center Ave. this week, according 
to an announcement by J. G. 
Gaughan, who is district representa- 
tive for De Soto. 

* * 

Elmer Thomas, general manager 
of the Dormont Buick Company, has 
announced the appointment to his 
sales staff of John A. Ganter, Jr. 
This organization recently added 
Pontiac to its line and is expanding 
its sales activities in the South Hills 
section. Ganter is a native Pitts- 
burgher, but is new to automobile 
Sales work. 


. * * 

At a recent luncheon, officers of 
the Chevrolet Hundred Car Club of 
the Pittsburgh zone were installed 
while national executives of the 
Chevrolet Motor Company looked 
on, There were eighteen men in the 
zone who qualified for membership 
in the club during 1932, according 
to C. L. Milliken, zone manager. New 
officers of the club are P. E. Herbert 
of the Donaldson Motor Company, 
president; A. Perlman of the Jones 
Motor Car Company, vice-president; 
R. L. Vensel of the Cheeseman-Wat- 
son Company, Butler, Pa., secretary, 
and R. G. Fulton of the L. A, 
Feathers Company, Brookville, Pa., 


treasurer. 
o * * 


Under the direction of J. S. Har- 
per, automotive engineer, a test run 
was made here to determine accu- 
rate gasoline consumption of an 
Essex Terraplane car. Paul Minnich, 
sales manager for C. A. Rehtmeyer, 
Inc., Hudson and Essex distributor, 
announced that the car averaged 
better than twenty miles per gallon 


of gasoline. 


Formal announcement was made 
this week of the appointment of 
Hevessey-Marshall, Inc., as distribu- 
tor for cars of the Continental Auto- 
mobile Company in Alleghany, West- 
moreland, Beaver, Washington, Fay- 
ette and Greene counties. Head- 
quarters of the organization are at 
5530-32 Baum Boulevard and several 
sectional dealers have been appoint- 
ed and stocked with cars, according 
to W. B. Gleason, district manager, 

& 


BUFFALO, N. Y. 


The Nu Seneca Garage has been 
established in modern quarters at 
324 Senaca St., under the manage- 
ment of Anthony Catalano. A full 
line of accessories and equipment 


will be carried. 
* * 


Operating as the Dusch Chevolet, 
Joseph B. Dusch has established a 
Chevolet sales and service in Gar- 
denville, a suburb. 


PATERSON, N. J. 


T. J. Brogan, Jr., president of the 
Brogan Cadillac-La Salle Company, 
announces the appointment of Kort 
'Schikfuss as manager of the used 
car department. 
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Motor Car Sales Due to Rise 


N the teeth of the present situation, Automotive Daily 

News throws a prediction that sales of motor cars and 

other motor vehicles are due for a definite boom within sixty 
to ninety days. 

As these words are written the banking holiday still 
holds sway. It may have been lifted before this statement 
sees print. In spite of banking holiday and the bottom of a 
forty-month depression, we repeat our prediction that auto- 
mobile sales will be rising within sixty to ninety days and by 
“rising’”’ we mean notably. 

_ We base our prediction on the fundamentals of the situa- 
tion. The present banking holiday and all our other troubles 
are caused, not by the inability of the American people to 
buy, but by their lack of desire to do so. This applies particu- 
larly to the automotive field. There are millions of people 
in this country today who need new cars and can finance 
purchases who lack the desire to do so. They lack the desire 
because fear has killed it. 

It is fear that has made people hoard money and gold. 
It is fear that has made them suspect the stability of our 
banks. It makes no difference that the actions of some of 
these institutions have created the fear which has extended 
to all of them. It is fear that has prevented people from 
spending money in normal amounts for anything. It is fear 
that has cut down sales of practically every commodity pro- 
duced in this country. 

When this bank holiday ends, it will be terminated by 
the reopening of banks that are declared safe and solvent by 
the President of the United States. This is equivalent to a 
Federal guarantee of bank deposits, without the complexity 
and red tape which direct action of that kind at this moment 
would involve. 

Banks operating under the approval of the Federal 
authority will cut down at the root the fear that has been 
gripping the nation. 

This is the fundamental factor that will guide the 
developments of the immediate future. Emergency laws 
calling back into the banks hoards of gold and other currency 
will bring back into circulation a great deal of money that 
has been dead for greater or less periods. In this case the 
laws will simply hasten what would have happened anyway 
in due course, because the removal of fear would eventually 
have brought that money out into circulation normally. 
Obviously the government could not wait for normal reac- 
tions in a time of emergency. 

View it as we may, there is a vast flood of buying 
dammed up in this country. For more than three years the 
nation has bought sparingly and to meet immediate needs. 
Many things that normal life demands have been forgotten, 
because of the great fear that has gripped every one. The 
buying of the past forty months has been necessity buying, 
and the former meaning of “necessity” has been vastly 
revised. 

; In our own field people have radically changed their 
ideas on when it was “necessary” to buy a new car. The man 
who formerly bought a new car every year has been holding 
over his vehicle two or three years. The owner who changed 
once in two years has been driving his old car for three or 
four years. This putting off of replacement of motor trans- 
portation can go on for just so long. Good as our motor 
cars are today, they do wear out. There is a form of “neces- 
sity. buying” that means exactly that. The man or the 
family that depends on motor transportation to continue 
living finally reaches a point where buying is absolutely 
necessary. 

In January there was every evdence that this type of 
“necessity buying’ was coming into the market. In the few 


returns we have had from February sales this condition still 
is evident, in spite of the general existence of banking 
moratoria. 

There is a vast flood of necessity buying in the automo- 
-” field that is now pent up and awaiting the subsidance 
of fear, 


The steps token by the present government of the 


{USED CARS MOVING 


BEST IN ATLANTA, GA., 
WITH BANKS CLOSED 


(Continued from Page 1) 


they were last February and, in a 
few instances, lower. 

The Anthony-Buick Company, for 
instance, offered one of the rare in- 
stances of lower used car stocks. 
And, when questioned about it, Mr. 
Anthony revealed some. interesting 
work done to move out used cars as 
fast as they come into the shop. One 
idea was a “bargain of the week” 
car placed in the window with a 
special low price as an inducement 


to buy. Another was a “bring your 
mechanic” idea, which developed 
some real sales for the firm. 

“In handling our ‘bargain of the 
week’ idea,” says Mr. Anthony, in 
discussing the two methods, “we 
soon found that conditions in the 
South are different from what they 
are in many other sections. Put a 
bargain of the week in the window 
anywhere within a hundred miles of 
Philadelphia and within the six 
days you will have some thrifty Ger- 
man farmer paying cash for it. 

“Here in the South, however, you 
won't get the cash, but you will have 
sixteen people who want to trade in 
the old car on it. 

“So we soon learned to make the 
price high enough to allow for a 
liberal trade-in—and since that time 
we have been disposing of used cars 
steadily by means of the special-of- 
the-week idea, 

“In inviting used car buyers to 
bring along their mechanics for in- 
spection we at once struck a re- 
sponsive chord, for it showed them 
that we had confidence in our used 
cars and believed that they would be 
okehed by any competant mechanic. 
We ran a ‘classified display’ ad 
about three times a week calling the 
attention of the public to the me- 
chanic inspection idea—and we got 
good results. 

“A happy idea was to offer the 
mechanic a $5 bill for his service 
if the car was purchased. 

“This did not induce mechanics 
to give us the breaks, but it did 
induce many of them to talk their 
customers or clients into coming in 
and looking our stock of used cars 
over. Almost as many mechanics 
brought in their prospects as pros- 
pects brought along their me- 
chanics!" 

Prices ‘of used cars are lower than 
they were at this time last year— 
probably, taken by and large, 20 
per cent. lower. But dealers do not 
believe this materially reduces the 
profits made per car, as they are 
much more careful now in what 
they allow for used cars taken in 
exchange, and are offering corres- 
pondingly lower prices for the cars 
taken in. 

This does not mean that the evil 
of offering too much for used cars 
has been entirely eliminated. But 
it has been modified, in the case of 
many dealers. F 

They haven’t forgotten some of 
the bitter lessons learned in 1930 
and 1931. 

Whether business will improve in 
the spring is something the used car 
dealers would very much like to 
know. Conditions are now entirely 
abnormal, of course. Here and there 
used. cars continue to be sold, but 
sales are only a shadow of their 
normal selves. 

If the bank situation clears up, 
even with scrip offered in place of 
currency, dealers believe there will 
be a definite improvement. The 
season, they point out, is too early 
yet. No spring weather has yet 
arrived to beckon the used car 
driver to the open road. And we 
are living in a true democracy—in 
which even people who have money 
can’t get to it. 

If the banks—and spring weather 
—open up, all may still be well. If 
not—but why, as Andrew Brown 
says, why bring that up? 
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Dealer Indifference to Service 
Profits Great American Tragedy 
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hardly if ever advertised gave 
wonderful service. Imagine that 
dealers surprise when Glancy walked 
in asked the price, wrote a check 
and requested instant installation. 
The dealer didn’t know such a per- 
son as Glancy existed, Service repu- 
tation made the sale. Likewise why 
do people trade with Field’s in Chi- 
cago, Wanamaker in New York and 
Philadelphia, Feline in Boston and 
the other big stores all over the 
country. It’s not that the merchan- 
dize is any better or that their sales 
departments are more aggressive. 
It’s the courtesy and willingness to 
be of service. 


But the average automobile dealer 
seems to be of a different type. He 
seems to lose interest in the owner 
the moment the owner leaves the 
place in a new car. Possibly it may 
be due to the fact that the dealer 
lost money in making the deal and 
if that is the fact, who is to blame 
but if the dealer will only apppre- 
ciate the fact that customer con- 
tact is best secured through service 
the loss which might have been in- 
curred in making the sale can 
quickly be made up by not only 
prompt and efficient service, but by 
taking a deeper interest in the own- 
ers needs. The biggest point of all 
as I have seen it is the failure on 
the part of the dealer to realize that 
no one but he, the dealer, is en- 
titled to the service profits to be 
made on the cars which he, the 
dealer, sells this year or sold last 
year or the year before that. He 
seems to shut his eyes to the fact 
that there are others servicing the 
cars he has sold and is selling. That 
there are persons and concerns 
servicing these cars and making 
money—persons and concerns who 
have never given the selling dealer 
one moments assistance in selling 
cars—persons and concerns who 
have never lost a wink of sleep in 
worry or working out some sort of 
a trade deal—persons and concerns 
who have never had one moment’s 
worry about the used car traded in 
and the loss which has been or will 
be incurred before the used car is 
disposed of. These concerns and 
men are making money on what 
the dealer sells. 


I have repeatediy brought out this 
point to the hundreds of dealers 
whom our service organization has 
contacted with in the past two years. 
One dealer actually told me that he 
was no longer servicing more than 
a dozen or so of the owners who 
bought cars from him in 1928-29. I 
asked him why and image the shock 
I got when he told me that the great 
majority of the many cars he sold 
in those years had been traded in 
on other makes of cars. They were 
no longer on his list, and, therefore, 
he had no interest in the cars. I 
secured an owner list and showed 
him that there were still hundreds 
of that make of car in operation 
and when I called his attention to 
the number of cars still in operation 
he admitted shamefacedly that he 
hadn’t even thought of that. He ad- 
mitted that the cars were still in 
existence and that new owners had 
appeared, and I opened his eyes to 
the fact that these cars needed 
service and the owners should be 
on his prospect list for service sales. 
The same thing can be found in any 
city, and, therefore, is it any wonder 
that half of the dealer organiza- 
tions in the United States are wond- 
ering what is going to happen. There 
is no mystery about what will hap- 
pen. 

Let’s take a few cases of dealer 
stupidity. I called on a dealer in a 
fairly large community in Ohio. I 
had spent the previous day in check- 
ing the number of cars in his zone 
of influence. I had also looked over 
his place from the outside and 
found it just as unattractive as I 
found the inside later on. Yet in 
spite of the conditions the dealer 





United States are calculated to allay and finally dissipate this 


fear that has hung over us for years. 


As the pall lifts a 


flood of pent-up buying will be released, not only in the auto- 
motive but in all divisions of industry. 

We make the prediction again that within sixty to 
ninety days a definite uplift in sales will be under way and 
that the automotive industry will be one of the leading bene- 
ficiaries, 


was doing a good selling job on his 
particuar make of car. When I 
asked him late that afternoon how 
his service work and business was he 
answered in the typical dealers’ 
way, “Rotten.” I asked him why 
and again I was informed that he 
really wasn’t interested in service. 
Before going into my story about 
our service increase plan and 
methods for getting back the old 
customers 

I asked permission to go into his 
shop, saying that perhaps I could 
suggest something which might help. 
I wasn’t. surprised at what I saw. 
First that terrible sign, “No Admis- 
sion,” and next the usual dirt, filth 
and mess that one finds in a poorly 
managed service station, the men 
themselves looking as if they were 
coal mine operators instead of high 
grade service station men. Return- 
ing to the office I asked him how 
many service customers he had and 
he said he didn’t know but the ser- 
vice manager would know. He 
seemed quite peeved when I asked 
him why he didn’t know but told 
me he didn’t pay much attention 
to service as sales was his end. The 
bookkeeper told me that the regis- 
tration list showed over 8,000 cars 
of that make in the territory but 
that the previous month they had 
done service work on 632 cars for a 
total of 657 service pay jobs. I 
afterwards confronted the dealer 
and the service manager as to who 
was servicing the balance of the 
cars in the territory and again re- 
ceived the usual “I don’t know.” 
Getting a pencil and paper and with 
facts from an Automotive Daily 
News editorial I showed them that 
if they were able to get every owner 
in for service that 8,000 owners at 
the rate of about $35 a year from 
every owner would give them a gross 
of better than $250,000 a year for 
the shop and that if they got only 
half of the owners to come to them 
for service they would have a gross 
of $125,000 per year. 

I showed him that he was actually 
loosing over $125,000 per year 
through neglecting to contact with 
the owners to whom he had sold 
cars. Turning the gross around to 
$125,000 which was possible and 
charging against this at least 60 
per cent, which would amount to 
$75,000, there was a possibility of his 
making between $40,000 and $50,000 
a year, and knocked him off his feet 
by saying that with the number of 
prospects for service in his territory 
he could afford to get the best ser- 
vice manager possible and pay him 
$10,000 a year salary and still make 
a huge sum as clear profit. He ad- 
mitted that the figures I talked 
about were tremendously greater 
than what he was making in the 
sales department, and again figures 
revealed the fact that he was tieing 
up each year upwards of $15,000 
on used cars, all of which at the 
end of the year ended up in a loss. 

His reaction to the figures was 
merely blinking. I left him gasp 
for a moment, and when he got his 
breath he asked how he could get 
that business in. For reply, I asked 
him to get his hat and coat. We 
got into his car. We drove to the 
nearest super-service station. Here 
we saw three of his cars being 
greased and having other service 
work done. At the next four stations 





(Continued on Page 7) 


| COMING EVENTS | 


ee 


MARCH 
10-19—Geneva, Switzerland. 
Automobile Show. 
20—Washington, D. C. American Chem- 
ical Society meeting. 
20-25—Union City, N. J. North Hudson 
Automobile Show, Columbia Park. | 
27-April 1—Minneapolis. Automobile Trade 
Association, Northwest Automobile 
Show, Auditorjum. 
27-April 1—New London, Conn, 
bile show, State Armory 
APRIL 
12-27—Milan, Italy. Internationa) Auto- 
mobile and Nautical Show. 
21-21—Cleveland, O. National Petroleum 
Association, meeting. 
MAY 


2- 5—Washington, D. C. United States 
Chamber of Commerce, meeting. 

17-18—Tulsa, Okla. American Petroleum 
Institute, mid-year meeting, Mayo 


Hotel. 
UNE 


J 
16-17—Louisville, Ky. American Automo- 
bile Association, convention. 
18-July 3—Bordeaux, France. Seventh Au- 
} ~~ Nautical and Aeronautical 
ow. 


International 


Automo- 
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POUR TESTS EVALUATED 





One of the papers presented before the joint meeting 
on lubrication of the metropolitan section, Society of Auto- 
motive Engineers, and the American Society for Testing 
Materials, in New York last week, dealt with the relation 
between the A. S. T. M. standard pour test and the service 
requirements of oils. In it J. F. McCloud, metallurgical 
chemist Ford Motor Company, gave a summary of the views 
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of several authorities on lubrication regarding the relation in 


question. 

Tests we have made in the Ford 
Motor Company have led us to con- 
clusions closely confirming those of 
certain other investigators and we 
feel that cold tests in motors are 
necessary to indicate suitability of 
oils under definite conditions. The 
A. S. T. M. pour point test is not 
one to measure quality necessarily, 
except as related to other tests. 
This, too, is in line with the recently 
proposed government oil specifica- 
tions. 

In so far as starting is concerned, 
a low pour point oils does not im- 
prove it. 

The following summaries from 
memoranda furnished by Julius 
Hansen of the Shell Petroleum 
Company are significant. 

1. The pour point serves only to 
indicate the temperature at which 
circulation in an automobile engine 
will cease, due to the plasticity of 
the oil, the latter temperature being 
from 5 to 15 degrees Fahrenheit be- 
low the pour point. Circulation will 
also cease when excessive viscosities 
occur, and the two factors, plasticity 
and viscosity, must be considered 
together. 


2. The paraffin base oils bear the 


closest relationship to the above ob- 
servation. The naphthene base oils 
continue to circulate at a greater 
number of degrees below the pour 
point, which is probably due to their 
lower “yield points” (pressure neces- 
sary to cause the flow of a plastic 
material). 

3. Petrolatum wax dissolved in 
naphthene base oil to give a high 
pour point oil does not produce so 
serious an effect as compared with 
paraffin wax in a paraffin base oil, 
as its influence on the fluidity is 
overcome by reasonable shearing 
stresses. 

4. The pour point is the tempera- 
ture at which the “yield point” ap- 
proaches zero. 

5. Difficult starting may be due to 


(1) excessively high viscosity, or (2) | 
The pour point is re- | 


“yield point.” 
motely related to (1) and only in- 
directly related to (2). It is thus 
not reliable as an indication of the 
relative ease of starting. 

The observations of an engineer 
in charge of the operations of a very 
large fleet of motor units, T. C. 
Smith, on this subject are as follows: 

“I gave considerable attention to 
the practical significance of pour 
test in motor vehicle oils in connec- 
tion with starting cold engines. 
While there seems to be a more or 
less general feeling among some of 
the oil people that the important 
characteristic for easy starting is a 
good viscosity index, it has been 
found that while this, of course, is 
very desirable, the low pour test also 
is important. 

“This information was secured by 
using oils of the same characteris- 
tics except as regards the pour test, 
and it was found that the battery 
drain when starting engines using 
the high pour test oils was very 
much greater.” 

The A. S. T. M. pour test is one 
of suitability, that in any general 
type of oils it or some related test 
must be used in consideration of 
the service requirements of oils for 
internal combustion engines. 


KINZEL ON “NITRIDING” 

Newark, N. J., March 13.—Dr. A. 
B. Kinzel, chief metallurgist of the 
Union Carbide and Carbon Research 
Laboratories, Inc., of Long Island 
City, spoke on “Nitriding” Monday 
night at the meeting of New Jer- 
sey Chapter, American Society for 
Steel Treating, at the Elks Club. 
His talk was preceded by a movie, 
“Asbestos,” from the Johns-Man- 
ville Company. 





Some abstracts from his paper follow: 
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NEW SHORT FLOOR 
JACK 





To meet the néed for a close- 
coupled floor jack with versatility 
and power, the Blackhawk Manufac- 
turing Company has designed a new 
model known as the S-2 short floor 
jack. It has a swivel head and ball- 


and parking cars. 


lift employing double automatic 
power at slower speed. The lifting 
range is from 4% inches low to 20% 
inches high . 

The jack is sturdy, light in weight 
and compact, with no exposed rods, 
levers or toggles to get out of order. 
It has a capacity of 3,000 pounds. 


GEORGE M. BICKNELL 
HONORED 





Officials of the Carter Carburetor 
Corporation on March 11 held a 
testimonial dinner at the University 
Club in St. Louis in honor of their 
chief engineer, George M. Bicknell, 
who has completed his twentieth 
year with the organization. 

In the after-dinner speeches, it 
was pointed out that Bicknell had 
been instrumental in the develop- 
ment of better, more efficient car- 
buretors and that his work had been 
a factor of importance in the growth 
of the Carter corporation. 

At the conclusion of the dinner, 
Bicknell was presented with a silver 
cocktail service of fourteen pieces by 
Hugh H. C. Weed, vice-president of 
| the corporation. 


MAKING CARBIDE TOOLS 
A simplified method of manufac- 
turing Carboloy tools is described in 
a booklet just published by Carboloy 
Company, Inc. The method con- 
templates the use of Carboloy tips 
or blanks and making the balance 
of the tool in the user’s plant, with 
saving in initial investment and 
employment of the plant’s own tool 
room labor. A single Carboloy tip 
may be used for several different 
types of jobs and tools, 


DR. LENHER TALKS 


Elizabeth, N. J., March 13.—Dr. 
|Samuel Lenher of the E. I. du Pont 
de Nemours & Co. of Wilmington, 
|Del., spoke on “New Synthetic De- 
|tergents” at the dinner meeting of 
ithe North Jersey section of the 
American Society Monday night at 
the Hotel Winfield Scott, Eliza- 
beth, 





bearing casters to facilitate moving | 
It is provided with a fast hydraulic | 


pumps and affording great lifting) 





Separate fender skirts that can be 
attached to the front fenders of 
1932 Fords and Chevrolets and 1932 
and 1933 Plymouths are being 
offered by the Globe Machine and 
Stamping Company. Cleveland, O. 

They are made from heavy-gage 
body steel, rust-proofed and fin- 
ished in black japan. Installation 

|is said to be easily made by fasten- 


| ing to the fenders and frame. The 





CONVENTIONAL TYPE 
Propeller shaft and bevel gear drive for rear axle 


WORM DRIVE 








Propeller shaft and the modern type of 
reversible worm drive for rear axle 


SAFETY +++: SILENCE 
‘STAMINA --: SPEED 


pany is offering a large line of re- 
placement brake drums for passen- 
ger cars, trucks and buses, including 
1932 models. Gunite is a cast iron 
containing about 0.7 per cent. com- 
bined carbon, 2.1 per cent, graphite 
carbon, 1.9 per cent. silicon and 0.45 
per cent. manganese. Sulphur is 
kept below 0.1 per cent. and phos- 
phorous below 0.25 per cent. The 
transverse strength is given as about 
6,000 pounds per square inch, and 
the tensile strength at about 55,000 
pounds. Hardness on stepped speci- 
mens is said to vary from 196 Brinell 


on two-inch sections to 228 Brinell| 


on %-inch specimens. 





|}engineer to head an important new 
department created by the engineer- 


jing division of Cadillac. 


Mr. Thompson is the inventor of 
the syncro-mesh transmission, which 
was developed in the Cadillac en- 
gineering division under the direc- 
tion of Mr. Thompson and Ernest 
W. Seaholm, chief engineer. This 
transmission is now standard equip- 
ment on all General Motors cars. 

Mr. Seaholm has appointed O. M. 
Nacker of his engineering staff as 
|successor to Mr. Thompson. Mr, 
Nacker is recognized as one of the 
outstanding engineers of the auto- 
}motive industry. 
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PASSENGER CAR EQUIPMENT AND ACCESSORIES 
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Company, ut-L, rectric ulo-Lite | 5 s-—-C, coupe; CS, conve » sedan; _ TweOn . ir: i cee 3. y j ‘ i rhi AZ 
Sere iy Geass Peegue Soh DA; | ME etre, cauipnent af"aaaitimalaaet| GARAGE QUESTIONNAIRE | First place -..---- 222 34 /from nine states in which 1126 
Company, Yale, Yale & Towne Mfg.| Ga,st*R,models only: wheels optional: (Recapitulation of 9,251 replies) tee ....... 1,408 34g | units were regis re ee 
Company; NE, Deleo Appliance Corp. {,© Built-in trunk is standard on 5- pass.}1. Are customers talking of buying? F ‘th ple 1.959 48.4 35.81 per cent. less than ne i, d 
Spark Plugs—Cha, Champion Spark Plug Victoria coupes on 50, 60 and 80 series a taal ourth place ...... , units registered in those states in 
Company; AC, AC Spark Plug Company and Club sedan on the 90 series. | on answers (Beauty) February, 1932, and 23.90 per cent. 
attery ISL, Cc DR . a ‘ . > 9 ee * rete Je > ee = ; . 
oes oe oun: Wil, Willard Storage HOFFMAN OPPOSES GAS No answer eae <i a oe ** ae ¢4|under the 1,477 units registered in 
Ratioty Gemnant: Ver. various mahes: | = REREAD SANDE AD'S 3180 3 - acca a ~ oe tee 639 15.5 | those states in January, 1933. a 
gg ny \ , 5.5} Sec im anees ‘.| The following is the honor roll to 
Pre Fra-> Lee Uenseme — TAX DIVERSION IN N. J. 2 = do menamaes want? oe =, ery eo = date on February passenger car 
Heat Indicator—Ste, Stewart Warner " (Price class) TEM PIBCE .ccce ; 5 a 
Corp "AG, “AC Spark Plug Company: | Salem, N. J., March 13.—Harold G NO BRGWOE sc ccaes 158 ...|4, Importance of dealer guarantee. sales: Feb.,’33 Feb.,’32 
Moth. Mo . es i , : 
ment Corp.; K-8, King-Seeley Corp. |Hoffman, motor vehicle commis-| Below $500 ....... 3,799 41.3| No answer ........ as? ee LEANN. oc ccsceentas 219 212 
Cigar Lighter—Cas, Casco Products Corp.; | sioner of New Jersey, voices opposi-| $500 to $1,000 ..... 5,214 57.3| Great deal veseeees 4,322 48.0 New Hampshire ..... 272 256 
eee anes; Cane, Cane Ege tion to any diversion of gas tax re- Over $1,000 ....... 80 0.9 Compar'ively little 4,208 = South Caroline ...... 418 384 
Hardware Make—Dev, Deveraux-Keeler |Ceipts, now used for roads and|3. Interested in: j, Nome ...... vee Tr cory... | District of Columbia. 949 836 
Bra S ompany; | Tern. . Tornmeds mts |safety measures for driving. (Operating and service economy) | 9. Are you equipped to provide serv- eee 
meets Gee mee “ ; “If we have more than enough| No answer ........ 3,932 ae ice? 
Con ; Var, s akes: Han, 5 : 
Hancock, ae = | from gas tax to care for those items, First place. ...csce 4,061 63 | No answer ........ 106 aoe SPOKANE DEALERS PLAN 
Eee Shetierehle Giese eens were. | tee the tax should be reduced,” | Second place ..... 758 14.1} Yes .....-20eeees 8,799 96.1 SPRING OPENING SHOW 
Pita Pitcburch Pele Giuss Gare | the commissioner said. | Third place ....... 367 6.9] NO ....0s.-eeeees 346 ae eee es 
**Using both Libby-Owens Ford and | The commissioner explained that| Fourth place...... 133 2.8 | 6. Would you be interested in selling alias Wash., March 13.—The 
nae Klax Delco R e } accidents in 1932 had decreased 15 (Performance) and servicing? — ad ae oe onan 
ogg gh "hee me Pty | per cent. in New Jersey, this despite No answer .....-. 4,852 — No answer ........ oe 2 oo a t aie Dealers’ 
Electric Company; Spa, Sparton, Sparks | | a decrease of 1% per cent. in gaso- Pirst place ....-.. 1,185 SID) WOR cerecctcncvncve 8,104 91.8} of the Spokane Autom L 
Wengen; URt, VEFNNS Sake, line receipts and 7 per cent. in auto-| Second place ..... 2,312 OE eee 713 8.2 | Association will be held during the 
“Corp: Dole, Dole Vaive Company,” | mobile registration receipts. Third place ....... 813 18.5] 7. Would you display advertising? | week beginning March 12. 
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Dealer Indifference to Service 
Profits Great American Tragedy 


(Continued from Page 4) 


it averaged about the same. We 
drove down the side streets and 
either in front of or in the entrance 


of at least a dozen alley and side 
street garages we saw the same XYZ 
cars being serviced. We returned to 
the super-service stations. 


The men in clean white suits and} in 


the work spaces clean as whistles 
did not seem to make an impression 
until we came back to his own place 





of over $3,000. I suggested knocking 
the price $50 on every car over 30 
days old and taking the returns and 
putting them into shop equipment 
and getting the shop fitted up as it 
should be plus going into our cam- 
pai and getting the owners back 
showed him that if he could 
get 500 of his old owners back, and 
that if he gave them the kind of 
service he should give, he would pay 


labor saving tools, a supply of parts 
and a guarantee on the workman- 
ship and the parts. 

Sixth, and most important of all, 
any dealer who is equipped as above 
can do the work on the cars cheaper 
in the long run for the owner than 
any one else. 

Using these facts, particularly the 
fact that he as a dealer in the XYZ 
cars could do the work cheaper for 
the owner, I sold him the plan. He 
has made money ever since. He is 
getting a bigger share of the XYZ 
business each month. He is paying 
his men top wages and he has a 
service manager who is an executive 
instead of a grease hound—a man 
who now owns his own car and who 
is out after every owner in the com- 
munity. His service department 
sells cars, too, in fact they sell more 


cases where dealers have heeded 


your advice. They will stay in busi- 
ness. It costs but little today to 
get equipment for a service station. 
It costs but little to introduce a plan 
to get back the service which so} 


many dealers are letting go to some 
one else. 

In conclusion, a great many deal- 
ers give us the remark that owners 
haven’t any money. Hard times, 
etc. Well, that’s the easiest thing | 
in the world to settle. We answer | 
it with, “Why go after those who} 
haven’t any money—you don’t do it | 
in selling cars, so why not go after 
those who have money.” When our | 
plan is explained there is no dealer 
on earth but what will agree with | 
us that it can be done, and we, on 


PLYMOUTH SALES 
CONTINUE GAINS 


(Continued from Page 1) 


| the entire industry’s volume in Jan- 


uary, 1932, had increased its per- 
centage of the total almost three- 
fold, getting 14.7 per cent. of the 
industry’s total of 67,159 cars dur- 
ing January, 1933.” 


MADISON CO-OPERATIVE 
SALVAGE YARD ELECTS 


Madison, Wis., March 13.—O. D. 
Smart was re-elected president and 
director, and all other officers were 
re-elected, at the annual meeting of 


of business when I asked the ques-|for his equipment in a month and | cars through the service department cone mee mend, Know -that % & the Auto Salvage Company, which is 
tion, “This doesn’t look like the|that these same 500 owners would| than through the front end. The Keep up your editorials. The seed |W" 0" @ co-operative automobile 


super service station we saw, does 
it?” He came back with the state- 
ment that he couldn't afford the 
equipment, the grease hoists and the 
brake testing machines and again at 
my question he advised me that it 
all cost money. I agreed with him, 


by word of mouth advertising bring 
in another 500, but that he would 
have to consider every owner as a 
prospect for service just as if he 
was a prospect for a new car and 
follow the owner up just as closely. 
I thought I had him sold, only to 


next step will be to tear out the sales 
room, move it into the back of the 
building. Satisfied owners will 
bring this dealer just as many sales 
as before and better sales than ever. 

Just one more case. A central 
New York dealer, after twenty-one 


isn’t going to fall on barren ground 
all the time and some one of these 
days the A. D. N. will receive a well 
deserved vote of thanks from the 
dealer organisations of this country. | 


dealers’ basis for junking of old cars. 

Other officers are: Ralph Hult, 
treasurer and director; George Bre- 
mer, secretary; Archie Hirst, assist- 
ant secretary, and the following di- 


| rectors: Frank Tidemann, Joe Berg 


and Thomas Hutson. William Mur- 


but as I said, “Certainly it won’t| have him come back with the state-| years of selling the ABC car was| SEEK GAS TAX CUTS phy was retained as manager. 

cost much money to clean the floors, | ment that he couldn’t meet the rates | contacted with. He sold only 124 IN MASS. LEGISLATURE ead ii 

wash the windows and $5 spent on/of the alley garages on service. cars last year as against over 400 C..R. SHERMAN RESIGNS 

white paint will make this place When a dealer makes a statement/ the year before. There were 9,100 Ki, FROM HOLLINGSHEAD CO. 
look like a palace.” He agreed that| like that I am almost ready to say| owners in the territory. Every Tom,| Boston, Mass. March 13.—The| Camden, N. J., March 13.—Charles 
was so, but the real battle began| that the dealer who handles a well-| Dick and Harry who had a monkey| recommendation of Gov. Ely in his | R. Sherman, vice-president and gen- 
when I checked him up on the ap-| known make of car is either crazy} wrench and screw driver opened @/| inaugural for a continuation of the | eral sales manager of the R. M, 
pearance of the men. He said he|or should get out of the business. I| repair shop last year just because 3 d Hollingshead Company, has _ re- 
couldn’t get the men to clean up| cannot conceive of an intelligent|the dealer did not keep abreast of |2~°eDt 8aS tax and the payment of signed, effective April 1. He will 


and when I asked him point blank, 
“Who owns this business and who 
stands the losses and who actually 
is boss?” he saw the point. 

He next tried an out on me to the 
extent that he didn’t know where 
he would get the money to do the 
things needed. Again I asked him to 
put on his hat and led him into the 
used car lot. There stood 67 cars, all 


dealer today representing any well- 
known advertised car, whether it is 
XYZ or the ZYX, even thinking of 
giving in to the outside competition 
because such dealers have behind 
them: 

First, the factory. 

Second, the factory guarantee. 

Third, the factory genuine parts. 

Fourth, the dealers’ ability 


the times. He has now converted 
his beautiful show room into a super 
service station. He has three safety 
lanes, three grease hoists, a motor 
X-Ray machine, a radio installation 
station and turned a $4,000 a month 
loss into a net gain averaging better 
than $2,000 per month. This dealer 
says he will fix the cars he has sold. 


the revenue from 1 cent to cities | 
and towns for road purposes, with 
an alternative for turning the 1 
cent in question into the current 
revenue of the state and thus be 
used in reduction of the state tax, 


drew a large gathering before the 
|legislative committee on taxation. 
Two bills favoring a cut of the tax 


| join the Internationa] Printing Ink 
| Corp. 


of New York, with head- 
quarters in Chicago, where he will 
assume duties in an executive sales 
capacity. He has been connected 
with the Hollinghead company for 
fourteen years, coming to Camden 


|from Indianapolis immediately after 


the war. 


The new cars are in the room off | 

the alley and every prospect for a | from 3 cents to 1 cent, a third from 

new car is conducted through the|3 cents to 2 cents, and a fourth for 

clean service station before they|a cut from 3 cents to 2 cents were 

reach the new car sales room. taken up in conjunction with the 
I can Gre you hundreds of other governor's Tecommendation. 


of which were 90 days old. He ad- 
mitted that at the prices they were 
quoting he stood to lose over $6,000. 
He had 23 cars between 30 and 60 
days old and they stood him a loss 


through factory trained men to give 
the best service in town—better 
than any one else. 

Fifth, of giving quicker service on 
the cars because of the factory tools, 
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Cumulative New Passenger Car Registration Statistics, February, 1933 


Returns for today: Delaware, Michigan, Minnesota, North Dakota, South Carolina, Wisconsin and District of Columbia 
In this table, 6 states and the District of Columbia 









CHRYSLER GROUP FORD GROUP GENERAL MOTORS GROUP | 











___HUDSON GROUP _ 
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States 





Chevrolet 
La Salle 





Cadillac 
Pontiac 


Totals 









































































































Delaware | 4 4) —s-|_—20 29| 39| 39 | 9| a 9| 7 133 | 6| | 6 
Michigan | 65, 55] S243] S286] 49,745, 3] (156; 20S 1387/14, 240, 361| 278148) SCG 
Minnesota | 20| 11| 21| «88 160 | 149 3] 152 | 38| 1; «504 | <7 ns C | “18 
en on oe 3] my 
South »Carolina | 63 - 4 18, 48| | 9, wes 2, 10} ce Le ee ee 2y 10); — oe 
Wisconsin _ [17 12; 50|_——Sséd'4 193 | 123| 1| 124,38] 5] 374|—S——i Siti (8G|S (CAYCE ( SC~«T 
Dist. of Col. | 34) 11| 33) 79) 157 165) 165 ~ 32] 3). 321, 45 105) 508) 23) 3 26 

Line Total 157| 96| 368| 655| 1339} 12| 291 32} — 2908/ 19| 371| 670! 229] 48| 

Group Total : | } | | 1276| | 1351| | | | | 4291 | | 277 
Delaware, | 1932 _ 13| 2| 3| 4| 2, 15} 1| 16] 20) 1 -99| a ee ee 136 3| 10 
Michigan, 1932 | —_—‘189 198] 152| 120| 659| «329 235, —S«i«SS4Y247| G9] 1322) 27; «234 245| 2144] 335] S137] 472 
Minnesota, 1932 | _—‘66| 20| 40; «90 216, 190, 3| +193) 98) ~~ 15] 96] |S 80] 28] 1023] 24) 71 
No. Dakota,1932 | 3 1| 8| ‘8 20 | 38 38; «lof Sti _- |; gf 86] 2 | 2 
So. Carolina, 1932 | 9 5| 13) 13| 40,74, 1 75] 16| | 13] 4 6 20) 225{——«dB,StiC(‘sé' 19 
Wisconsin, | 58| 37) 60] 95| 250] 244, 2~C*«*«CAGY 248 | 129) 21; —=«874| 7| 103; «144! 1278, 95] Ss 126 

1 ~~ 40) 115}. ~—~—'70)~ 1 TTY “sor 7 ©9343) °° #«&34s 32 63| wees 
Line Total, 1932 370) 285) 297| 370) 960 41) 570) 113| —3558| 49| 466 €25| 519) 207! 





1001 | | | | | 5381 | 


_NON-AFFILIATED MANUFACTURERS 


Group Total, ’32 | | | 






























































Line Total 93| 


157] 





& < | Stat 
vm ’ ate 
States 1s 2 5 E < 5 = 3 Totals 
© © % « ¢ E : © 33 
£ E sc S <= e 4 | =x 2° $ 
c< 3 s £ S a | S 28 
& wn i o x = | a = 
Delaware | | ae 5| 2| { \ 2| | | | 4 1) ee ce | 219 
Michigan | 5| |S: 25| 116] 15| | 15| | | Aj | 6] : 28) | ig} HT 4.063 
Minnesota ] | 19} 31| 50} 24| 1| 25] | | y 1) 8| 12| snes 11} 5) | 1,107 
North Dakota l | | 1| 1| 1| | | | 1| | | A 9 | } ss me 1 112 
South Carolina | | 3| 1| 4| *5| | 1 14} es | 2| i | 4| | | us 418 
Wisconsin | 1| 26 22| 49 | 11| l li| 2| l y { 7| 3| | 29| 5) 1 a 1,004 
Dist. of Col. 3 19 12| 34 ~ 4 | 4 1| 2) | 2) 17|_ 3 l 13} 14) 1 2 949 
| } 
| 






























































Group Total | | | | 259 | | es ae : a - 
Delaware, 1932 | | 3| 3} 6] 10| 1| 11| | | | | a. | 1| 6 1 3, 212 
Michigan, 1932 j 13/ 34| 95] 142| 72| 11| 83] 27| | | 1 109] 91) 25) 24] $8) 39) 22 | 4,230 
Minnesota, 1932 | 6| 2| 57| 65 | 82) 10) 92| 12 | | | #2 6 6ytC(i]CC 14) 4) 5] 1,799 
No. Dakota, 1932 | | 1| 4 5] 19} 2| 21| l | | 7 wy “3a | | 1| 179 
So. Carolina, 1932 | ] 2| 3| 5] 3| 4 3| 4| | ] | ee ee | a 2| _ 384 
Wisconsin, 1932 | 7| 14| 99} 120] 84 6| 90] 25) | 2! a a 3) 5) ~—-58] 2,375 
Dist. of Col., 1932 a 33/ 11| j 11 836 

Line Total, 1932 | 30| 58| 294| 281) 30! 85| | l 5| 219} 157] 29) 177| 73| 52! 95 10,015 

Group Total, ’32 | | | | 382 | | \ 311] \ \ | \ \ \ \ \ \ | ' 








A. A. A. SANCTION 
MAKES TERRAPLANE 
RECORDS AUTHENTIC 


Constant Supervision and Scien- 
tifically Accurate Instruments 
Insure Stock Car Marks 


Detroit, March 13——The Hudson 


Motor Car Company is extremely | 
proud of the records recently estab- 


lished by the Essex Terraplane on 
the Florida beach. It is pointed out 
that the records made by the Ter- 
raplane are the most definitely ac- 
curate that science can achieve. 
The measuring devices used in 
checking the record trials are scien- 
tifically accurate. The records made 
at Daytona Beach were made under 
A. A. A. superyision, which means 
that every possible precaution was 
taken to assure every detail as re- 
gards the qualifications of the car 
as a stock unit, as well as in the | 
measurement of its actual perform- | 
ance. 

When the American Automobile | 





Association, familiarly known as the 
A. A, A., sanctions a stock car event, 
such as the Daytona trial, a tech- 
nical representative from the associ- 
ation selects the car from the fac- 
tory assembly line at random. Once 
having selected this car, the seal of 
the association is placed on the 
important parts of the engine and 
chassis, and the observer is continu- 
ally in charge of the car from that 
moment until the run is completed. 

At night the car is locked away 
and the A. A. A. representative re- 
tains the keys. During the day 
wherever it may go he accompanies | 
it. The hood is sealed and the cyl- 
inder head, the crankcase, the trans- 
mission and rear axle housings and 
other important units are wired in 
place and the wire secured with the 
stamp of the association, so that 
nothing can be removed or changed 
without breaking the seal — and 
breaking the seal means disqualifi- 
cation. 

When the run is actually made, 
the finest measuring instruments are 
utilized. At Daytona Beach the} 
same electrical timing equipment 
was employed as is used to time the 
Indianapolis races. It registers down 
to the hundredth part of a second 
with marvelous accuracy. This same 
apparatus was used to establish the 
time for Sir Malcolm Campbell's | 
record with the Bluebird. | 

At the conclusion of the run the 
A. A. A. representative immediately 
takes charge of the car and again 
takes it down and with micrometer 
and gauge checks every importaant 
and essential unit to see that it 
agrees with stock car measurements. 

Performance records at Pike's 
Peak last year and at Daytona this 
year are listed as A. A. A, certified | 
records, and it is planned in the | 
near future to announce other veri- | 
fied achievements of this remark- | 
able car. | 





DES MOINES NEW CAR | 
SALES CONTINUE GAINS 


(Continued from Page 1) 
passenger cars and one commercial 
unit were sold by dealers of Polk | 
county. During the same period a | 
year ago thirty passenger cars and | 
two commercial units were sold. 

Local dealers accepted notes in 
lieu of cash and in many instances | 
took checks representing initial in- | 
Stallments. Faith in the country’s | 
financial resources was evidenced | 
by both dealers and the buying | 
public 

In addition to the increased num- | 
ber of new cars sold, approximately | 
180 used cars and trucks were sold 
during the week. 


CHRYSLER IMPROVES 
STANDING IN SALES 





(Continued from Page 1) | 


in the same period for the same | 
states jumped from twelfth in 1932} 
to ninth in January, 1933. 

Sales of Chrysler and Plymouth 
cars by Chrysler dealers for the pe- 
riod from January 1 to February 25, 
1933, were 136.4 per cent. of those for 
the same period of 1932, these fig- 
ures being based on tye retail deliv- 
eries reported by Chrysler- Plym- 
outh dealers in each case. 


The New ESSEX 
TERRAPLANE SIX 


%425 up 
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Hudson’s Price Reductions Make 


The Essex Terraplane Eight at *565 


Today’s Outstanding Motor Car Value 


With the announcement on February 26th 
of price reductions on Hudson Cars and 
Essex Terraplanes, the Terraplane Eight 
at $565 f.o.b. Detroit, took its place as the 
lowest-priced straight eight in America. 


Only a few days before, this great car 
had broken 12 official stock car records 
at Daytona Beach for speed, acceleration 
and ruggedness, under A. A. A. super- 
vision. It set a new 5 mile flying start 
record of 85.431 m. p. h., and a new 
one-mile flying start record of 85.836 m. 
p- h., lowering the old records by 18 and 
17 m. p. h. respectively. 


Two other of these Terraplane Eight 
records are especially sensational—67.969 
m. p. h. for one mile from a standing start, 
an outstanding demonstration of Terra- 
plane Eight acceleration ability—and the 
other 62.521 m. p. h. for a flying start one- 
mile record in second gear, breaking pre- 
vious record by nearly 11 m. p. h. and 
proving beyond a doubt the inbuilt rug- 
gedness of this great car. Both of these 
new records break all previous closed car 
records regardless of price or size of car. 


Here is concrete evidence that no other 
car in the world, regardless of price, size 
or make, can meet the Terraplane on 
equal terms in any kind of acceleration 
test—and you know that quick accelera- 
tion and superior hill-climbing ability to- 
gether form the essence of performance, 
the one thing the public wants above all 
others. 

From the very start of Hudson’s Spring 
Selling Drive, beginning with the an- 
nouncement of these records and the new 
low prices over the new Hudson Radio 
Hour (NBC Red Network, Saturday even- 
ings, 10-11 EST, with B. A. Rolfe’s or- 
chestra, Men About Town and the Terra- 
plane Reporter), dealer telegrams have 
reported a country-wide response from 
the public—Hudson-Essex sales are climb- 
ing, just as we predicted they would. 

Let us send you a profit-analysis of your 
territory at once. The Hudson franchise 
protects you from multiple dealerships 
and territory invasion. 


HUDSON MOTOR CAR CO. 
Detroit, Michigan 


New Low Prices Now in Effect 


The New ESSEX 
TERRAPLANE EIGHT 


$565 w 


The New HUDSON 
SUPER-SIX 


°695 up 


All prices f. o. b. Detroit’ 








_ The New HUDSON 
PACEMAKER EIGHTS 


$975 up 


